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BUYING  &  SELLING  U.  S.  COINS  NOW  IN  3rd  EDITION 


With  the  New  Year,  Whitman 
proudly  announces  the  release  of  yet 
another  revision — the  third  edition  of 
Buying  and  Selling  United  States  Coins, 
by  Ken  Brcssctl.  Almost  two  years  ago, 
publication  of  the  first  edition  was  an¬ 
nounced  to  the  hobby,  and  since  that 
time  it  has  well  justified  our  hopes  for 
its  success.  The  classics  of  the  coin  hobby 
— R.  S.  Yeoman's  Red  Book  and  Blue 
Book — are  annual  best  sellers.  Sales  in 
these  volumes  increase  yearly,  and  no 
comparable  catalog  could  replace  or 
surpass  them.  But  Buying  and  Selling 
^represents  a  complete  divergence  from 
Pthc  usual  coin  catalog,  one  that  proved 
to  be  completely  successful  in  its  own 
right. 

When  Whitman  considered  publish¬ 
ing  a  coin  catalog  in  paperback  edition, 
that  was  new,  but  when  it  also  decided 
to  combine  retail  with  wholesale  values 
of  United  States  coins  in  the  same  book 
— that  was  revolutionary.  In  1941  Whit¬ 
man  pioneered  the  idea  that  collectors 
should  have  access  to  prices  a  dealer 
would  pay  to  purchase  coins  from  col¬ 
lectors,  and  the  first  Handbook  of  United 
States  Coins,  by  R.  S.  Yeoman,  was 
published.  It  was  so  successful  that  five 
years  later  it  was  followed  by  A  Guide 
Book  of  United  States  Coins,  also  by 
R.  S.  Yeoman,  which  listed  retail  prices 
of  coins  in  varying  condition  grades. 
Each  coin  catalog  served  a  specific  pur¬ 
pose,  that  of  listing  current  retail  or 
wholesale  values  for  each  coin  listed. 
They  were  an  immediate  stabilizing  fac¬ 
tor  in  the  hobby,  and  using  them  as 
guides,  a  collector  could  accurately 
judge  what  his  coins  were  worth. 

In  the  intervening  years,  as  a  result 
of  much  painstaking  editorial  work,  the 
Whitman  Guide  Book  and  Handbook 
^have  been  refined  and  enlarged,  and 
^today  enjoy  the  well-deserved  reputa¬ 
tion  of  being  the  two  books  in  the  coin 
hobby  collectors  can  fully  depend  on 
for  unbiased  and  accurate  current  mar¬ 
ket  value  reporting.  These  values  arc 


averages  computed  from  current  prices 
sent  in  to  Whitman  annually  by  dealers 
in  every  state  of  the  Union  and  represent 
the  most  comprehensive  averages  possi¬ 
ble  over  such  a  large  geographical  area 
at  the  time  of  compilation. 


Buying  and  Selling  United  States 
Coins  goes  a  step  or  two  beyond  both 
the  Red  Book  and  the  Blue  Book.  In  the 
first  place,  it  is  a  handy  pocket-size 
paperback,  condensed  and  edited  to  fit 
the  needs  of  the  novice.  Secondly,  it  is 
revolutionary  in  its  concept  of  combin¬ 
ing  wholesale  with  retail  values.  This  is 
a  distinct  departure  from  prevailing 
modes  in  coin  catalogs  and  the  first  of  its 
kind  produced  by  Whitman.  The  success 
of  this  book  was  assured  by  these  two 
factors  alone.  (It  should  be  emphasized 
that  the  paperback  is  published  primarily 
for  beginners  and  non-collectors.) 

The  third  edition  of  this  book  covers 
the  fundamentals  of  collecting  coins, 
and  their  condition,  preservation,  and 
cleaning.  Historical  notes  cover  each 
coin  type,  and  information  about  the 
coin  market  and  how  to  profit  through 
buying  and  selling  is  found  throughout 
the  book.  Mints'  and  mint  marks  are 
explained  and  illustrated. 

All  United  States  coins  are  listed. 


graded,  and  priced  in  both  retail  (in 
red  ink)  and  wholesale  (in  black  ink) 
values.  Price  fluctuations  shown  in  both 
Red  and  Blue  Books  arc  faithfully  picked 
up  in  this  volume.  The  number  of  valua¬ 
tion  columns,  however,  is  limited  to 
three  retail  and  two  wholesale. 

Rare  and  unusual  varieties  are,  for 
the  most  part,  excluded,  and  coinage 
figures  arc  given  in  a  condensed  form 
that  permits  easy  retention. 

Special  sections  cover  gold  coins,  com- 
memoratives,  modern  proof  sets,  and 
scarce,  modern-size  paper  money.  Each 
type  coin  is  illustrated  with  clear,  full- 
size  photographs,  and  Brown  and  Dunn 
grading  guides  are  placed  adjacent  to 
each  type.  A  handy  check  list  space  is 
added  for  convenience  and  the  newly- 
released  Eisenhower  dollar  is  listed. 

No.  9052  is  in  large  pockctbook  size, 
with  128  pages  of  quality  paper  stock 
and  two-color  printing  throughout;  the 
cover  is  new  and  arresting.  The  books 
are  packed  in  counter  display  units  of 
one  dozen,  each  enclosing  a  bright  win¬ 
dow  streamer.  At  the  unchanged  sug¬ 
gested  retail  price  of  $1.00  the  book  is 
an  exceptional  bargain  in  today’s  mar¬ 
ket. 

The  name  “Whitman”  on  a  book  is 
a  guarantee  of  its  dependability  and  in¬ 
tegrity,  its  clarity  and  accuracy.  To 
these  words  we  can  also  add  “original¬ 
ity,”  in  the  secure  knowledge  that  Whit¬ 
man’s  new  paperback  coin  catalog  ranks 
with  the  best  in  its  coverage  of  United 
States  coins.  ■ 


WHITMAN  DEALERS  PART 
OF  SUCCESS  TEAM 

A  few  months  ago  the  Merchandiser 
paid  tribute  to  those  panelists  for  R.  S. 
Yeoman’s  Guide  Book  of  United  States 
Coins  who  had  been  active  in  that  ca¬ 
pacity  for  at  least  twenty  years,  and 
included  a  short  biography  of  each.  In 


the  same  issue  were  listed  all  panelists 
who  had  at  any  time  worked  with  Whit¬ 
man  on  the  Red  Book.  Each  panelist 
deserved  that  recognition;  without  a 
panel,  setting  prices  for  the  Red  Book 
would  be  a  much  more  difficult  and  time 
consuming  job  than  it  is.  Many  years 
of  experience  were  represented  in  this 
roster  of  names  and  each  panelist  had 
an  important  part  in  making  the  Red 
Book  the  success  it  is  today. 

There  is,  however,  another  angle  to 
this  success  story.  Given  an  up-to-date 
Red  Book  and  a  panel  and  editorial 
staff  eager  to  work  on  it  year  after  year, 
what  would  be  its  chance  of  success  were 
there  no  wholesale  distributors,  or  deal¬ 
ers  to  handle  it  at  the  retail  level?  Many 
of  these  coin  dealers — and  there  arc 
thousands  of  them — have  been  selling 
Red  Books  for  ten,  twenty,  even  thirty 
years  and  more,  and  without  their  stead¬ 
fast  efforts,  the  success  of  the  Red  Book 
would  be  far  from  assured. 

We  acknowledge  that  a  huge  vote  of 
thanks  is  due  those  dealers  who  have 
given  so  generously  of  their  time  and 
efforts  to  sell  the  Red  Book.  Theirs  is 
the  job  of  persuading  the  public  to  buy 
Whitman  products.  That  they  have  been 
successful  is  attested  by  the  issuance  of 
the  ten  millionth  copy  of  the  Guide 
Book  from  the  press  this  past  summer. 

A  marketable  product  is  a  combina¬ 
tion  of  many  things — a  proven  seller,  a 
good  advertising  campaign,  and  in  the 
last  analysis,  a  great  amount  of  energy 
and  determination  by  the  wholesaler  and 
retailer.  The  best  seller  is  produced  by 
a  proficient  team  working  to  perfect  the 
product — in  this  case  the  Whitman  edi¬ 
tors  and  their  panel  of  contributors;  by 
an  efficient  advertising  program — pro¬ 
vided  by  Western  advertising  and  local 
ads  at  retail  level;  and  by  the  unremit¬ 
ting  efforts  of  the  vast  network  of  whole¬ 
salers,  and  the  retailers  who  sell  Whit¬ 
man  products  to  the  public.  Each  of 
these  is  part  of  a  team,  and  all  of  them 
combined  constitute  the  force  that  sells 
the  Red  Book. 

We  have  already  voiced  our  gratitude 
to  the  panelists,  and  in  this  issue  of  the 
Merchandiser  we  wish  to  make  special 
note  of  the  thousands  of  wholesalers  and 
dealers  who  sell  Whitman  coin  products. 
Their  importance  in  particular  to  the 
success  of  the  Red  Book  is  on  a  par 
with  that  of  the  other  two  segments  of 
the  team. 

It  is  obviously  impossible  to  list  each 
dealer  and  wholesaler  by  name,  so  a 
great  big  blanket  “THANK  YOU”  will 
have  to  suffice.  We  want  you  to  know 
that  we  fully  realize  the  important  part 
you  have  played  in  this  success  story  and 
are  sincerely  grateful  for  your  efforts. 
Our  fondest  wish  is  that  you  will  con¬ 
tinue  to  increase  and  multiply  as  you 
have  in  the  past.  ■ 


MODERN  WORLD  COINS 
POPULARITY  WIDESPREAD 

Some  time  in  March,  before  the  next 
issue  of  the  Merchandiser,  the  tenth 
edition  of  R.  S.  Yeoman’s  Catalog  of 
Modern  World  Coins  will  be  released. 
This  is  good  news  for  collectors  every¬ 
where — the  usefulness  of  this  book  is 
not  confined  to  the  United  States.  Col¬ 
lectors  throughout  the  world  accept  this 
catalog  as  the  standard  reference  on 
world  coins,  and  its  use  is  becoming 
more  widespread  yearly. 


to  date),  the  market  docs  fluctuate.  In 
order  to  evaluate  the  coins,  before  each 
revision  a  panel  of  over  100  experts  is 
asked  to  submit  current  prices  for  coins 
in  the  areas  with  which  they  arc  most 
familiar.  About  half  of  the  panel  is  lo¬ 
cated  outside  of  the  United  States  and 
their  price  suggestions  provide  a  very’ 
broad  base  on  which  to  establish  current 
market  prices.  Many  of  these  specialists 
arc  well-known  in  their  respective  coun¬ 
tries  as  expert  numismatists,  cither  as 
collectors  or  dealers,  and  their  partici¬ 
pation  is  vital  to  the  success  of  the  book. 
Of  the  American  contributors,  all  of 


Proof  of  this  is  the  fact  that  through¬ 
out  the  year  Whitman  receives  letters 
from  every  corner  of  the  world  regarding 
this  catalog.  Many  of  them  arc  requests 
for  the  catalog  or  for  information  as 
to  where  it  may  be  purchased.  Others 
relate  pertinent  information,  correcting 
listings  already  in  the  book,  telling 
about  a  new  discovery,  or  a  point  of 
interest  never  before  published.  Many 
of  these  letters  come  from  experts  and 
long-time  collectors;  others  arc  written 
by  newcomers  to  the  field  of  world  coin 
collecting.  The  latter  are  obviously  in¬ 
creasing  steadily,  and  sales  of  the  catalog 
are  increasing  proportionately. 

The  reason  for  this  worldwide  popu¬ 
larity  is  easily  understood  simply  by 
owning  the  book  at  random.  All  coun¬ 
tries  of  the  world  are  represented,  and 
listing  of  their  coinage  is  by  type.  This 
means  that  each  series  is  represented  by 
one  coin,  regardless  of  the  number  of 
years  of  issuance,  as  long  as  the  design 
is  unchanged.  Each  coin  type  is  assigned 
a  number — known  to  collectors  as  a  “Y” 
number — and  most  lists  and  auction  cat¬ 
alogs  refer  to  these  numbers  as  a  matter 
of  course.  The  pricing  is  for  the  condi¬ 
tion  in  which  the  coin  is  most  easily 
found. 

While  the  period  the  catalog  covers 
changes  little  (Current  Coins  of  the 
World,  also  by  R.  S.  Yeoman,  lists  coin¬ 
age  from  the  stopping  point  of  MWC 


them  are  familiar  names  to  the  coin 
hobby.  No  one  individual  is  responsible 
for  any  given  section;  values  are  aver¬ 
ages  computed  from  all  of  the  prices 
contributed. 

Major  overhaul  in  the  form  of  a  com¬ 
plete  revision  is  quite  impossible  be¬ 
cause  of  the  magnitude  of  a  task  of  this 
nature.  But  yearly  changes  are  made  as 
time  and  information  arc  available.  In 
the  ninth  edition  the  section  on  China 
was  completely  overhauled  (after  years 
of  work),  and  this  year  the  tenth  edition 
will  have  some  changes  of  its  own.  Sec¬ 
tions  of  several  countries  have  been 
completely  revised,  many  new  photos 
have  been  added,  and  illustrations 
generally  throughout  the  book  have  been 
improved  or  replaced.  New  information 
has  been  added  where  necessary. 

The  world  is  shrinking  daily  and  the 
collecting  of  world  coins  is  one  link  in 
the  chain  that  binds  people  together. 
Most  collectors  arc  now  as  familiar  with 
foreign  coinage  as  they  arc  with  their 
own,  and  purchase  or  trading  of  coins 
bctw’cen  collectors  of  many  countries 
throughout  the  world  is  now  an  every¬ 
day  occurrence.  We  can  only  suggest  that 
collectors,  if  they  have  not  already  done 
so,  think  seriously  about  collecting  coins 
of  all  nations.  To  the  beginning  collector 
the  challenge  is  limitless. 

To  do  your  part  in  fostering  better 
relations  and  understanding  throughout 


the  world,  promote  the  sale  of  A  Catalog 
of  Modern  World  Coins  and  display  it 
to  advantage.  It  is  the  one  book  best 
suited  to  new  or  entrenched  collectors  of 
>rcign  coins.  ■ 

WHITMAN  AD  MATS 
TELL  THE  STORY 

It  is  a  well-known  fact  that  advertis¬ 
ing  pay’s  dividends  in  increased  sales  and 
profits.  Now  that  the  Christmas  season 
is  past,  it  behooves  each  one  of  you  to 
start  the  new  year  with  renewed  zest 
and  energy,  and  part  of  your  plans  for 
new  business  should  include  local  adver¬ 
tising. 

Western  Publishing  Company  under¬ 
writes  a  national  advertising  campaign 
that  is  designed  to  publicize  Whitman 
coin  products  and  ultimately  lead  cus¬ 
tomers  to  the  retail  outlet,  but  the  small¬ 
est  ad  in  a  local  newspaper  will  have  the 
same  effect  in  a  more  direct  way.  Al¬ 
most  everyone  reads  neighborhood  ad¬ 
vertising-  they  can  hardly  miss  it — and 
the  stores  are  easily  accessible  and  the 
products  demonstrably  available.  It  is  an 
excellent  policy  to  have  well-stocked 
shelves,  but  it  is  even  better  strategy, 
from  a  sales  standpoint,  to  let  your  cus¬ 
tomers  know  it. 


store’s  name  and  address.  A  larger  ad 
may  feature  several  items  from  difTerent 
manufacturers,  or  possibly  a  complete 
line  of  Whitman  coin  supplies. 

Special  flyers  or  mailers  are  also 
favorite  methods  of  advertising  for  the 
local  retailer.  These  generally  feature 
a  wide  assortment  of  products  and  arc 
sent  to  regular  store  customers  or  de¬ 
livered  door-to-door. 

To  assist  retailers  in  their  local  adver¬ 
tising,  Whitman  offers  several  ads  in 
the  form  of  ad  mats  that  a  newspaper 
can  use  to  make  printing  plates,  or  re- 
pro  art  that  is  similarly  used,  depending 
upon  the  printer’s  requirements.  These 
ads  feature  a  picture  of  the  product  and 
a  capsule  description.  They  arc  suitable 
in  whole  or  in  part  for  many  types  of  ad¬ 
vertising. 

Ad  mats  and  proof  sheets  for  the  Red 
Book,  Blue  Book,  and  Whitman  folders 
and  Bookshelf  Albums  are  available 
without  charge  for  your  use.  Address  in¬ 
quiries  to  jerry  Huebner,  c/o  Coin 
Supply  Division. 

Advertising  has  proved  its  worth  since 
it  was  first  employed,  and  Whitman  coin 
supply  products  are  unquestionably  the 
best.  Use  this  “fail-safe”  form  of  per¬ 
suasion  to  tell  the  Whitman  story  and  at 
the  same  time  pull  customers  into  your 
store!  ■ 


BLUE  BOOK 
29th  ANNUAL  EDITION 

inDBOOK 
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America's  all  time  best -selling 
Premium  Guide! 

IMPRINT 


This  kind  of  local  advertising  is  re¬ 
ferred  to  as  “retail”  or  “local,”  because 
it  is  confined  to  those  areas  in  which  the 
advertiser  is  located.  The  retailer  pays 
for  this  advertising  himself  and  the  ads 
carry  the  store’s  name  and  address  and 
retail  prices.  This  is  distinct  from  “na¬ 
tional”  or  “institutional”  advertising 
that  is  paid  for  by  the  manufacturer  and 
describes  a  particular  line  or  product 
only. 

A  retailer  may  advertise  in  several 

I  ways.  He  may  feature  a  “special”  item, 
|r  use  an  ad  to  induce  year-round  sales 
of  staple”  items.  The  single  product  ad 
generally  carries  a  striking  headline,  a 
picture  and  brief  description  of  the 
product  and  its  retail  price,  and  the 


SALES  OF  MEXICAN  AND 
CRAIG  BOOKS  EXCELLENT 

To  us  at  Whitman  it  is  no  surprise 
that  A  Guide  Book  of  Mexican  Coins 
1822  to  Date,  by  T.  V.  Buttrey  and 
Clyde  Hubbard,  and  Coins  of  the  World 
1750-1850,  by  William  D.  Craig,  arc 
best  sellers.  Collectors  of  older  world 
coins  and  Mexican  coins  are  increasing 
at  a  fast  rate  and  every  one  of  them  is 
well  aware  that  these  are  two  of  the 
best  catalogs  in  their  respective  fields. 
Sales  are  zooming  beyond  our  expecta¬ 
tions  and  customers  arc  mighty  pleased 
with  the  new  editions. 

It  is  our  belief  that  collectors  who 
use  Whitman  coin  catalogs  have  con¬ 
fidence  that  the  Whitman  Editorial  De¬ 
partment  spares  no  pains  in  its  efforts  to 
make  each  revision  the  best  of  its  kind. 
The  catalogs  have  been  written  and  re¬ 
vised  by  acknowledged  experts  in  these 
fields,  true  numismatists  who  are  pains¬ 
taking  and  accurate  workers.  A  great 
deal  of  T.L.G.  (tender  loving  care)  is 
expended  by  the  Whitman  Coin  Depart¬ 
ment  editorial  staff  on  each  revision  and 
nothing  less  than  perfection  is  their  aim. 
They  may  not  quite  reach  this  idealistic 
objective,  but  the  books  arc  as  close  to 
it  as  allotted  time  and  unflagging  effort 
can  make  them.  There  is  a  great  deal  of 
communication  between  the  authors,  ed¬ 


itorial  department,  and  other  experts  in 
each  field  in  an  effort  to  incorporate  the 
latest  information  and  to  correct  pre¬ 
vious  inaccuracies.  Illustrations  arc  im¬ 
proved  where  necessary,  and  often  this 
requires  searching  museums  and  collec¬ 
tions  around  the  world  to  find  appropri¬ 
ate  specimens.  Proof  reading  is  done 
meticulously. 


So  it  is  no  surprise  to  us  that  our 
latest  revisions — the  Mexican  Book  and 
Coins  of  the  World  1750-1850 — arc  sell¬ 
ing  like  the  proverbial  “hot  cakes.”  This 
level  of  popularity'  is  well  deserved  and 
promises  to  be  with  us  for  a  long  time, 
lie  sure  you  arc  well  stocked  on  these 
favorites  for  many  months  to  come.  They 
are  very  much  in  demand.  ■ 


GOLDEN  BOOKS  APPEAL  TO 
YOUNG  COIN  COLLECTORS 

Two  Golden  Books  that  are  a  part 
of  the  Whitman  coin  supply  line  arc 


naturals  for  beginning  coin  collectors. 
Each  covers  the  history  of  coins  and 
collecting  from  their  inception.  The 


first,  Coins  and  Coin  Collecting,  is  a 
large  (8/2"  x  11")  impressive  book  by 
Seymour  Reit.  It  has  a  very  attractive 
full  color  hard  cover  that  will  immedi¬ 
ately  appeal  to  anyone  even  moderately 
interested  in  coins.  It  contains  105  pages 
of  high  quality  paper  and  is  full  of 
illustrations,  many  of  them  in  full  color. 


Every  phase  of  coinage  and  coin  collect¬ 
ing  is  depicted,  not  only  with  actual 
photographs  of  coins,  but  with  attractive 
supplemental  drawings  of  persons, 
places,  and  events  connected  with  the 
history  of  money. 

This  is  the  type  of  book  that  will 
appeal  to  both  collectors  and  non-collec¬ 
tors,  particularly  to  the  younger  genera¬ 
tion  of  about  high  school  age.  It  is  not 
a  dry  scholarly  approach  to  coins  on 
the  numismatic  level,  but  rather  an  in¬ 
triguing  and  stimulating  narrative  built 
around  the  history’  and  romance  of 
coins  through  the  ages.  It  docs,  however, 
contain  essential  information  that  will 
expand  any  collector’s  knowledge  of  the 
subject.  It  is  not  a  price  catalog;  it 
presents  in  a  most  enjoyable  fashion 
the  historical  side  of  coins  rather  than 
their  current  values. 


As  its  cover  proclaims,  Mr.  Reit’s 
book  is  an  introduction  to  coins,  cur¬ 
rency,  and  collecting,  and  it  does  a  top 
notch  job  of  covering  all  of  these  topics 
from  earliest  times  through  tnodem 
foreign  coins  and  all  United  States  is¬ 
sues.  It  places  emphasis  on  the  most 
significant  coins  and  tells  the  background 
of  classic  rare  issues,  odd  and  curious 
forms  of  money,  and  commemoratives. 
It  also  gives  the  young  enthusiast  neces¬ 
sary  information  about  minting*  tech¬ 
niques,  mint  marks,  paper  money  errors, 
grading,  coin  clubs  and  the  like.  The 
actual  coin  photos  have  been  selected 
from  museums  throughout  the  world 
and  arc  of  the  highest  quality. 

Coins  and  Coin  Collecting  is  the  ideal 
type  of  basic  book  needed  to  start  a 
person  on  the  right  path  toward  appre¬ 
ciation  of  coins  and  the  hobby.  It  pro¬ 
vides  the  necessary  background  to  whet 
the  interest  of  a  beginner  or  expand 
the  horizons  of  more  advanced  buffs. 
Its  suggested  retail  price  of  $3.95  is 
modest  for  such  an  attractive  and 
thorough  presentation. 

The  second  Golden  Book  now  part 
of  the  Whitman  line  is  one  from  the 
popular  “Quiz-Me”  scries.  Coins,  by 
Richard  L.  Lcisenring,  has  a  full-color 
stiff  paper  cover  and  a  suggested  retail 
price  of  only  45?  for  its  48  information- 
packed  pages.  Much  of  the  art  work 
and  photographs  mentioned  in  the  pre¬ 
vious  book  have  been  repeated  in  this 
condensed  paperback  version.  Many  of 
the  illustrations  arc  in  full  color  and 
the  overall  package  is  extremely  ap¬ 
pealing. 

This  book  presents  a  capsule  look  at 
the  world  of  coins  and  the  fun  of  col¬ 
lecting.  It  covers  the  entire  span  from 
ancient  to  modem  and  will  certainly 


leave  the  reader  with  the  feeling  that 
coin  collecting  is  a  most  enjoyable  hobby. 
It  is  aimed  at  the  younger  group  who 
perhaps  know  little  or  nothing  about 
coins.  d 

Coins  and  Coin  Collecting,  No.  12IO(r 
and  Coins,  No.  5342,  are  now  available 
through  your  regular  Whitman  supply 
jobber.  We  hope  you  will  continue  to 
stock  these  numbers,  both  for  the  sales 
that  will  ensue  and  the  potential  coin 
collectors  they  will  generate.  ■ 


IS  THE  ADDRESS  ON 
THE  BACK  CORRECT? 

As  the  heading  of  this  short  article 
asks,  “Is  the  address  on  the  back  cor¬ 
rect?” 

During  the  course  of  a  year,  our 
mail  room  receives  many  corrections, 
deletions,  notice  of  duplications,  etc. 
for  the  Merchandiser  mailing  list.  We 
know,  however,  that  many  more  may 
have  been  lost  in  the  mail — or  never 
even  sent.  That  is  why  we  now  ask  you 
to  check  the  address  on  your  copy  of  the 
Merchandiser,  to  be  sure  that  it  is  cor¬ 
rect.  In  a  previous  issue  we  mentioned 
the  high  expense  of  mailing  and  pointed 
out  this  method  of  cutting  costs.  In  our 
endeavor  to  print  a  worthwhile  maga¬ 
zine  and  to  continue  our  policy  of  rc^ 
porting  numismatic  items  of  interest  tef 
coin  dealers,  we  again  beg  you  to  check 
this  small  item. 

Should  any  coin  dealer  NOT  on  the 
mailing  list  wish  to  receive  complimen¬ 
tary  copies  of  the  Merchandiser  regu¬ 
larly,  we  will  be  happy  to  add  him  to 
the  mailing  list  upon  notification  of  his 
name  and  address.  ■ 
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